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MaOnolakol 2toyot

e Na kataAdapete ta duvntika opEAn aAAd Ko
TOUC KLVOUVOUC TNG OTOXEVONC KO TNG
tonof<Tnonc.

e Na KOTOVONOETE TN onpaocia TG dtadkaoiog
2toxevonc- TomoBetnonc (S-T-P process) otnv
ovantuén tng otpatnykne MApKETLVYK.



Tunuatonoinon — 2toxsvon - TomoBgtnon

1.Tunuatomnoinon

3. TomoBetnon Ta BAMOTO TNG
Sdtadikaotac ival
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Tunuatornolnon — 2toxevon - TornoBEtTnon

1.TynuaTomoinon

e —

2.2TOXEUON
— .,

3. TomobETnon




Oplouoc 2toyeuonc

...... n dtadikaoia aétoAoynonc tnc
EAKUOTIKOTNTOC KATE TUNUATOC TNC
ayopac Ko n emtAoyn voc n
JTEPLOOOTEPWV TUNUATWVY UE OKOTTO TNV
gioodo os avta” (Kotler et al 2005)

“n dtadikaoia ertAoync evog TUNUOTOC N
TUNUATWY, N oITOQaon Lo Uia THKTIKA
JTDOOEYYLONC TOU OUYKEKPLUEVOU
TUNUATOC N TUNUATWYV KOl TNV EQAPLOYN
autwyVv Twv taktikwv” (Blyth 2006)




A&LoAOYyNoN EAKUCTIKOTNTAC TWV TUNHATWY
2UVOUOLOLOC TWV TTOLPOLKATW TIOLPOLHETPWV:
VeyeBoc (mMAnBuouoc voPpnPplwv meAatwy, LEYAAO
TILO EAKUOTLKO)

Evtortlopoc replBwplwv avantuénc (puOuog
avamntuénc)

Kepbodopia (urtoAoylopog mpoPAemOpuEVOU
kEpdouc)

Mpoofooipotnta (evkoAia mpocPfaong Tou
TUAHOTOC o€ eMinedo SIKTUWV SLovounG, TwANTwWY,
ETUKOLVWVLOC KOl KOOTOG YLaL TNV TTPOOEYYLoN)
Evtaon avtaywviopou (opltBuoc kat Suvautkn
QVTAYWVLOTWV)



2TPOTNYIKEC OTOXEUONC

2TPpATNYKN adlopopomoinTov HAPKETIVYK

~

2TPATNYLKA SLadOPOTIOLNUEVOU HAPKETLVYK

2TPOTNYLKN CUYKEVTPWHEVOU HOAPKETIVYK




llpocoprioyn tov TPOYPOLUOTOC UOPKETIVYK

T

Adrapopomointo Arapopomoiquévo
HOIPKETIVYK | HAPKETIVYK
A2
2oyKEVIPOUEVO 24 ] a3 | L=

HOPKETIVVE

= g‘.



2TpaTnyLKn adladopomoinTtouv HOPKETIVYK
(mass marketing)

O enmuxelpnoelc dev avayvwpilovv tic dStadpopEC TWV THNUATWY TTOU
ouVOETOUV ThV ayopd

ZUVKEVTPWON) TLPOCOYNC OTLC KOWVEC OLVAYKEC TNC CUVOALKNC QYOPOLC
Aev epappoletal oxedov kaBoAouv

I'I)\sovextﬁuata
xaun)\o Kootoq nopaywyng kat 51a0eong mpoloviwy — TUTTOTIOLNEVN
TPOOEYYLON MAPKETIVYK

Mewovektipato:
oV OAEG OL ETILXELPNOELC TOU KAAdou kavav adladopomointo
LAPKETIVYK, OEUC OVTAYWVLOMOC, MLKPA TIEpLBwpPLa KEPOOUG
aV KATTOLOL OVTOY WVLOTEC TLNLOTOTIOLACOUV TNV ayopad Kol
npoodEpouv dladpopormoLnpeva tpoiovTa oTa TUN AT,
QVTAYWVLOTIKO TIAEOVEKTN AL
LN QTTOKTNON LOVILWY KoL pOCLWUEVWYV TIEAXTWV




2TpaTnylkn adtadopomnointov HAPKETWVYK (mass
marketing)- Mapadeiypata
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2TpaTnyLKn SLotpoPOTIOLNUEVOU HOAPKETIVYK

Avayvwplon Unapéng dtadopetikwy Tpnuatwy Ko erthoyn kKaAvudng evog aplOpou
orto aUTA HE St opoToLNEVES EVEPYELEC LAPKETLVYK

E€c1OLlKEVEVO IPOLOVTAL KO TLIOALTLKEG LALPKETLVYK YLOL ETUAEYUEVOL TULAHOTO TNG
oyopag

OL MEPLOOOTEPEC EMIXELPNOELG AKOAOUOOUV QUTA Th OTPATNYIKA

1t vepO KOPIMH og pkpO Kol LEYAAO TIAQLOTLKO UTTOUKAAL Yo XPron EVTOC 1] EKTOC
OTILTLOU, OUOKEVALETAL 0€ YUAALWVEC PLAAEC YLOL TNV KAALP N oVAYKWY XWPWV
gotioong Kat KatavaAwtwy e eptBailovtikn) ouveidnon

My Caxapn KOAUTITEL €EELOIKEVUUEVEC AVAYKEC: KATEPYOLOUEVH, AKATEPYOOTN, OF
KOKKOUG N o€ KUPBou¢



2TPpaATNYLKN SLOLPOPOTIOLNUEVOU HAPKETLIVYK

H emuyeipnon ditetobdlel o€ Fobitepa TunpaTo TG AYyopPAc mov
EMENEEE, LKAVOTIOLWVTOC KAAUTEPQ TIC QLVAYKEC TWV TTEAATWYV TNG Kot
avéavovtag ta KEpdn tng

ETUTPETEL TNV AMOKTNON TILOTWV TTEAQTWVY

MelovekTpota:
aU&non Tou KOOTOUC Tapaywync Kat dStabsong mpoiloviwy
KAOe Ttpoiov eniBapuvetal HUe VEEC SATIAVEC EVAPENG
yLot KaBe mpoiov eldka peoca tpowbnong Kat StadpopeTKA KavaALa
SLavouNnG



2TpaTNYLKN OLapOopPOTIOLNUEVOU
LALPKETLVYK

i TuRua 2
Miypax MKT 3 TuApa 3

A 50% discount for academic users

STUDENT PROFESSIONAL ENTERPRISE

max. 200 rows in data sets Unlimited data sets Unlimited data sets

Limited Algorithims AlLL Algorithms ALl Algorithms

Limited Export Options AlL Export Options All Export Options

Standard Email Support Prloritized Email Support Personal Support via Skype

No Individual Coaching No Individual Coaching 1 day Individual Coaching
Free From € 400 / year € 3200 / year
FOREVER FLEXIBLE OPTIONS, SEE BELOW/ CONTACT US FOR AN INDIVIDUAL CFFER.

Flexible Licensing Options for SmartPLS3 Professional

A single user license allows the installation of SmartPLS on a specific computer. License activation requires internet access, afterwards the license can be
used offline. The license period starts from the date of first use (you can buy it now and use it later).



2TPOTNYLKN OUYKEVTPWHUEVOU LAPKETIVYK

KatdAANAN ywa LLkpec o€ MEYEDOG EMIXELPNOELG

OL EMYELPNOELC GUYKEVTPWVOUV OAN TNV NMEOCTIAOEL LAPKETIVYK OE svar TR
TNC GUVOALKIC ayopac

MikpO HEPLOLO OUVOALKAG ayopac — LeydAO HEPLOLO OE CUYKEKPLUEVO TR TNG
oyopag
1t Taldka BLBALa tpooXoAKn S nALKLAG, UTtEPUEYEBN pouXa, TTOAUTEAN OTtOP
ouToKivnta

MAsovextipoara:
EO0TLOOUOC TPOOTIAOELWY OE LA OpAdA KATAVOAWTWY, AVATITUEN TEXVOYVWOLOC
TPOLOVTOC Kal ayopAc, KAAUTEPN LKavoToinon meAdTn

Mewovektijpara:
g€dptnon amo tnv e€EAEN LovadikoU THAMOTOC




Tunuatornoilnon — 2toxevon - ToroBEtTnon

1.TynuaTomoinon

2.2TOXEUON

3. TomobETnon
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TomtoB&tnon tou npoiovtoc (Positioning)

« AnMioupyia Kal d1ATHPNON HidC CUYKEKPIKEVNC,
OIAKPITAC KAl ETTIBUPNTAC 6£0NC TOU TTPOTOVTOC
OTO HUAAO TWV KATAVAAWTWY, O£ OXEON ME TA
AVTAYWVIOTIKA.

* HT10TTOBETNON OTNPEICETAI OTNV AVTIANYWN TWV
KATAVOAWTWY YIA TA XAPAKTNPICTIKA TOU

TTPOIOVTOC, O€ OXE0N TTAVTA HE TA AVTAYWVIOTIKA.

POSITIONING

SEGMENT



TomoO£Tnon Tou mpoiovToc (Positioning)

H tonoB£tnon evtacoetat oto nMAALGLO TOU
S10pOPOTMOLNUEVOU ] GUYKEVIPWHEVOU HAPKETIVYK

Baoiletal o€ oTOL(ELQ OTIWC:

(o) yéha MEBTAA
100% €AANVLKO yaAa, TO KLtpvo Tupl He Ta Alyotepa
Autapa KAT)

(n TR Ko n O€on tou

npoiovtoc otnv ayopaq, tx Nol oe mwAnoeLg tpoiov, n
TpATel0 OV EUTMLOTEVOVTOL TIEPLOOOTEPO oL EAANVEC, To
KOTAOTNUO «TO00 pONva 000 mouBevay)



TomoO£Tnon Tou mpoiovToc (Positioning)

eva TIpodIA 1) Lol ELKOVOL TOU KOTOVOAWTH — 0TOYX0U (TO HOVTEAO
OLUTOKLVITOU «yLoL AUTOUG TTou N 0dnynon gival amoAavon», Ta
SNUNTPLAKA «YLO TLC YUVALKEC TTOU TIPOCEXOUV TN YPA LN TOUC»)

EUKOLPLEC N TIEPLOTAOELC YPIONEC — KATOVAAwonC (ry To coOKOATAKLL
«YyLOL TLC TIEPLOTAOELG TTOU BEAETE VA EVTUTIWOLACETE TOUG
KOAAEOUEVOUC OOC», O KAPEC «YLA TLC OTLYUEC TTOU DEAETE vaL KAVETE
gva SLAAELLLO amOAauong» 1 «Ttou Ba LOLPAOTELTE E TNV MApPEQ
oog»

Tt 0pEAN IOV IIPOOoPEPEL TO IPOTOV OToV KatavaAwtn (rx n
VEQVLKOTNTA YL plal KAAAUVTLKN KPEUQ, N YONTELX Yo Eva Apw UL
KATT)



Elvall n tomoBetnon emttuxnUevn;

(Gilbert 2003)

Jaopnvela (Clarity)
Aélomtiotia (Credibility)
2uvenela (Consistency)

Avtaywviotikotnta (Competitiveness)

A Y
- & T =



Elvall n tomoBetnon emttuxnUEVN;
(Gilbert 2003)
Yadnvela

H tomoBetnon sival amotEAECHA TNG ETUKOLVWVLOKNAG
npoomabeLac Tng mxeipnong

To HAvVUpA TIPETIEL VAL lvall EekaBapo Kol VoL UnV TIpOKaAEL
ouyxuon- aAAwe o katavaAwtng dev Ba yvwpilel L va

TIEPLUEVEL OTTO TO TtPOLOV.




Elval n tomoBEtnon mMtuxnUEVN;

(Gilbert 2003)

Aélomiotia

To UVUHOL TIPETTEL VAL UTTOPEL VAL YIVEL TILOTEUTO- O KATOVAAWTNG
TPETIEL VOL UTTOPEL val epriLoteuBel auto mou Loxupiletal to

LAvupa.

To va NV poodEPETOL OTOV KATAVOAWTH O,TL LoYupileTal To
unvupa SnpLoupyel eva yaopa mpoodoKLwv.

YUVETELO

H tormoBetnon adopd tn SnUloupyia pLog ELKOVAC.

Aouvenn pnvopota dSnuioupyolv clyxuon Kol TpoKaAoUv
EAN\eWn epmiotoovvng.



Elvall n TomoBetnon eMLTUXNUEVN;

(Gilbert 2003)

AVTOyWwVLIOTIKOTNTO

H tormoB£tnon tou opyaviopou O 0XE0N LE TOUC
OVTOYWVLOTEC- OXL HOVOo Baotlopevn oTnV TLUR aAAd
KOIL:

2tn pLlAkotTnTa

2Tnv e€unnpETNON TOU TTEAATN

2tnv uPnAn eniboon o€ TEXVLKA XOPAKTNPLOTLKA
2tn SleukoAuvon

2tn Suvapun/ EAKUOTIKOTNTA TNE LAPKOLC

V V V V V V

KaBe aAAo mapadyovta rou pnopel va odnynoet oe dtadpopormnoinon tou
TPOLOVTOC.



2uvnOlopeva Aabn tomoBetnonc

(Zwwpkog, 2004)

TomoBgtnon pe Baon £vo LN oNUOVTILKO XOPOKTNPLOTLKO TOU
NPOLOVTOC.

TomoBetnon pe Baon eva YapoKTNPELOTLKO IOV €ival tormoBeTnueva
TTOAAQL QVTAYWVLOTLKA TIPOLOVTAL.

Muwrtkr) tomtoBetnon: Baoilletal o€ KATTOLO XOPOAKTNPLOTLKO TOU
NPOLOVTOC Ao To ormoio dev NYAlEL TO TTPOYLOATLKO TOU
NTAEOVEKTN UL
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... KOOI TOU NMOUAIOU TO yaAa

My market [V

€dd vivPeig epnicToouvn!

TARGET QUALITY SENSITIVE PRICE SENSITIVE
POSITIONING HIGH QUALITY AND CONVENIENCE AND
VARIETY LOW PRICE
PRODUCT INTEGRATED RETAIL RETAIL SALES
SERVICES
PRICE ABOVE AVERAGE. AVERAGE., FLEXIBLE
UNIFORM PRICING PRICING
DISTRIBUTION CONCENTRATED HIGH COVERAGE
COVERAGE MULTI-CHANNEL
COVERAGE
PROMOTION CORPORATE CORPORATE
PROMOTION. PROMOTION
LOYALTY PROGRAMS »Traditional &
~Traditional & new new media
media

A ovalty card A/B plus




Brand Positioning — The case of TAG Heuer

Brand TAG Heuer Rolex, Cartier
Target age 20-45, Age 35+, extremely
medium/high income high income
Positioning Prestigious sport Luxury watch, High
watch, high status
performance,
extension of
personality
Product Broad product line Limited production
Price Moderate/High Extremely high
Distribution Exclusive stores, Selected jewelry stores
Jewelry stores
Promotion Major athletic events Selected press

(Formula 1), Press
advertisements

advertisement




X&pTng AVTIAQWEWV

O yaptn¢ amelkovilel mwe avtihapfavovtal ol KATUVAAWTEC Eva
NPOLOV oTNV ayopd — 0Tto)0, oUPwva pe Ta ortoudalotepa
XOPOLKTNPLOTLKA TOUC yVwplopata

EmttAgyovtal 2-3 onUavTKa KpLenpla



X&pTne AvTIAQWEWV

O avTIANTITIKOC X&PTNC:

XTTEIKOVI(EI TNV KATROTOON TOU GVTOYWVIOHOU
OEIXVEl TNV EVTRON TOU QVTOYWVIOUOU

Evromi(ovTal KeEv& 0TV ayop& (Yio E100ywyn VEOU TTPOIOVTOC
EMTAVATOTTO0ETNON UTTXPXOVTOC)

eVTOTTI(OVTAI OI «PWAIEC» TNC AYOPGC VI UI0BETNON niche
OTPATNYIKAC

O avTIANTITIKOC X&PTNC:

d€ Oivel TTANPOPOPIES YIC TO TTOIOC CUVOUKONOC XOPOKTNPIOTIKWOV
MTPOTIMATOI TTEPIOOOTEPO OO TOUC KATAVOAWTEC



«Xaptys Atilajyewvy (Perceptual Map)

Ywnia mowotnta
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* : Tunua ayopac Xounin ooty

Alauopepwan :

+2-3 KupIOTEPA KPITAPIA
EIKOVAC

«Aglohdynon atrd deiyda
KATAVAAWTWY

*Méon BaBpohoyia

[ pagIkn TTapdoTacn

Xpnoiuornra :
“EAeyxoc (TTou
PpiokduaoTE;)

+[Mov BpickovTal ol
AVTAYWVICTESG MAC;

*[MoU utrdpxel eAsUBepog
XWPOG;




High Quality

= 3

<

Low Pric

High Price




ECONOMICAL

PREMIUM



Mouxvidl NMpocopoiwong

https://hbsp.harvard.edu/freetrial/UV6715-
HTM-ENG

https://forio.com/simulate/harvard/positioni
ng-game-trial/simulation/



rivals

POSITIONING

relative to

Decide on provider’s

COMMUNICATE ..

Look for

.1

DISTINCTIVE
DIFFERENTIATION

Develop a ——~,

MARKET  UNIQUE SELLING

to the CUSTOMER

=

PROPOSITION

GAPS




Bnuoato otn dtadikaoio tn¢ tormodetnong
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Aladikaolo TorroGetnonc

BAuo 1: ETTIAOYA TOU aVvTayWwvVIOTIKOU TTAAICIiOU

ATTé@aon yid TNV KATnyopia Twv NEAWYV (@Uon

AVTAYWVIOHOU KOl OTEVA UTTOKATAOTATA) MGH@RNQ
Kartavonon tng avriAnyng Twv KAaTavaAwTwyv ‘*"7“ 23

TToU KaBopifouv TNV €TTIAOYN HAPKOG
= H DiGiorno Pizza gival jia KAOTEWYUYHEVN

, , , . TASTE. BELIEVE.
TiToa aAAQ TOTTOBETEITOI OTNV AYyOPA TNG IT'S NOT DELIVERY.

IT’S DIGIORNO.

delivery mritoa pe Tnv ORAwWonN «Agv givai
delivery, givail DiGiorno - ‘it’s not delivery, it’s
DiGiorno!’»



AvaAuon Avtaywviouou
1) Avayvwpion AvTiaywviopod

*  Amo6 Tn mAeup& Tou KAGDOOU: O1 avTaYWVIOTEG EIVOI ETAIPEIEC TTOU
TTPOCPEPOUV EVO TIPOIOV N It OEIP& TIPOIOVTWY TTOU EIVAI OTEVK
UTTOKOTGOTOTO HETREU TOUC.

H eTaupeia PEMEl VOt KATAVOET TX VTOYWVIOTIKG TTPOTUTIX 0TO KA&OO
NG (GPIOPOC TWANTWY, BABUOC dIG(OPOTIOINCNC TWV TIPOIOVTWY,
TTOPOUCIC I} ATTOUCIG €10000U, EUTTODIN KIVNTIKOTNTAC Kol €E000U,
doun KooToug, Babuog kK&BeTNC oAokANpwonc, PaBuoC
TTOYKOOMI0TIOINONG)

* AmO mAeup& ayopac: O1 avTaywVvIOTES EivVal OAEQ OI ETAIPEIEC TTOU
MPOOTTABOUV V& IKXVOTIOINOOUV TNV 101 GVAYKN TWV TTEAXTWV N VO
OIKOOOUNOOUV GXEOEIC YE TNV 1010 OUKOCK TTEAKTWV

Pepsi: Arid TNV MAeUp& TOU KAXOOU OI GVTRYWVIOTEG TNC
mepIAauBavouv Tnv Coca Cola, Dr Pepper, 7UP kKol GA\eC u&PKEC
AVOWUKTIKQWV. ATO TNV MAEUPG TNC YOP&C CGVAKEI OTNV ayOP& TNC
«OIPOC TTOU OBNVEI» OTTOU EVTROOOVTOI EPPIGAWUEVD VEPK, EVEPYEIOKK
TOT&, XUMOT pPpOoUTWVY, TTAYWUEVO TOXI




AvaAuon Avtaywviotwy

O avraywviouoc opileTal e eupdTepo TPOTIO

X&pTne AvraywvioTwV: NMpoB&AAEl TOUC GUECOUC KOI EUUECOUC
QVTOYWVIOTEC TNC ETKIPEING, XKPTOYPARPOVTAC TX BAUAKTH TOU
QYOPOOTN VI TNV XITOKTNON K& TN XPARoN TOU TPOIovVTOog

= Eastman Kodak film business x&pTng avraywvioTwv

\ Print and

" receive pictures




AvaAuon Avtaywviotwy

2) AvéAuon AvTaywvIoTMV

*  ITPOTNVIKES: TWC K&OE avTaYWwVIOTAC axrmodidel a&ix oToug TEAKTEG TOU
(TTOI6TNTX TOU TTPOIOVTOC, XKPAKTNPIOTIKE, KOXI CUVOUKOUOG TIMOAOYIXKAG
TTOANITIKAG KO KXAUWN O1IVOUAC KATT)

« XTOXOI: N ONUOOIC TTOU amodidEl EVOC AVTAYWVIOTAC OTNV TPEXOUOX
kepdopopia, TNV ad&non pep1diou ayopdie, TIC TAUEIKKES POEC, TNV NYETIKN
0&an oTnV TEXVOAOYIX, TNV NYEOIX TWV UTTNPECIMV KATT

*  AuvoTrd Kol xd0VOTa onuEio:ol TANPOPOPIES MMTOPOUV VO GUAEXOOUV UEcw
EPEUVOC TIPWTOYEVOUC UAPKETIVYK, OEUTEPOYEVWV OEOOUEVWY, TIPOOWITIKAG
EUTTEIPING KO &0 OTOUK OE OTONX

EuaioBnromoinon  Moidétntx Alx@e0IpoTNTS Texvikn Mpoowmko
MeAaxTv Mpoiévrog Mpoidvrog BoRbeix NMaoAnong
AvtaywvioTAc A E E P P G
AvtaywvioTAg B G G E G E
Avtaywviotig C F P G F F

Note: E= excellent, G= good, F=fair, P=poor



Aladikaolio tomodetnonc

* BAuo 2: Npoodiopiopoc mMOavVOV XVTOYWVICTIKWV
TTAEOVEKTNUATWV

* [1p00OIOPICUOC TWV WPEAEIWV TTOU XPEIKIOVTXI Ol
KOTOVOAWTEC KO N ETRIPEI UTTOPET VO TIPOOPEPEI
KOAUTEPO XTTO TOV QVTOYWVIOUO

* H eTaiupeia mpeMel va Bpel TPOTTOUC V& dI(pOPOTIOINCE!
TO TIPOIOV TNC

= |KEA: mpooiToc oxediaouoc
= FedEx: eyyunuévn oAoVvUKTIO TTap&O00N
= Njke: armodoon




Aladikaoia TorroUetnonc

HAVE IT YOUR WAY"®

BAua3: ETTEAEEE TO KATXAANAO QVTOYWVIOTIKO XITOTEAECUOK

* H eTaupeia mMPEMel Vo AMOPOOIoEl TTOOK KO TTOIO OTOIXEICK
dIXPOPOTIOINONG O TTPOBGAEI

= []60ec dIapopEC TTPEMEI V& TIPORBANBOUV?

1. Movadiki mpdTaon mwAnonce (Unique selling proposition
- USP): n TormoB&Tnon mpoBael Eva udévo dpeloc

= H odovTokpeua Crest mpowBEl ye OUVETEIR TNV

MPOOTOOI TNC KT TNC KOIANOTNTOC TWV OOVTIWV

| = To Burger King mpowBei TNV mpoowTtikA €mAoyn Tou
meA&Tn «To mpooapudleic OTTwe BEAeIC — Have it your way»




Aladikaoia TorroUetnonc

2. MovadIKy TTPOTAON oUVAIOONUATIKAG TANoNC - Unique
emotional selling proposition (ESP): akOua Ko av TO POV

B civai ASITOUPYIKQ TPEUPEPEG PE T TIPOIOVTA TWV BVTAYWVIGTOV,
TO ESP TOU TOpEXel povadIKOTNT

mll® Ferrari: akOpo Kol ov GAO UTOKIVNTO TN EeTTEPVOUV OTO

dpopo, mapapével N Nol eTaipeia aBANTIKWV XUTOKIVATWY
OTOV KOOJO

3. TommoBETNON O€ TTEPIOCOTEPOUC GO EVAV TTXPARYOVTEC:
\J/

s Kivouvoc dnuIoupyIcC QUOTTIOTIGG KO KITWAEIX 0x@pOUC
TomoBETNONC

= H odovTokpeua Aquafresh TomoBereiTau pe 3
TTAEOVEKTAUOTA:

" ‘TIPOOTOOIC KOTX TWV KOINOTATWYV’, ‘KOXAUTEPN GVATIVON KO
‘AEUKO OOVTIO.

= XPNOIYOTIOIET 3 XPWHOTX VIO VO KAVEI TO OPEAN OPATA KKKl
MOTEUT




Aladikaoia TorroUetnonc

Moieg dixpopée xpei&kleTan va mpowobndolv?

% ZNUOVTIKEC: N O10pop& TPOCPEPE! Yk UWNAAG &I WPEAEIK OTOUG
XYOPXOTEC OTOXOUC

% AIGKPITEG: Ol AVTAYWVIOTEC DEV TTIPOOPEPOUV TN JIKPOP& A N ETAIPEIN
TNV TPOOPEPEI PE IO EEXWPIOTO TPOTTO

s EKAEKTEC: n S1xpop& givail avwTePN GO TIC GAAEC ETTIAOYEG PE TIC
oTToieC Ol TTEAGTEC Ok AGuPovav TO 1010 OPENOC

* EMKOIVWVIGKEC: N S1pOop& UTTOPET VO TTIPOWONBET KOl V& EIVal 0paTh
oTNV ayopd

¢ MNPOoANNTIKER: O AVTOYWVIOTES OeV UTTOPOUV VO GVTIYPAWOUV EUKOA TIC
OIXPOPEC

: Ol YOPOOTEC XPEIX(ETOI VO ITTOPOUV VO VTEEOUV
OIKOVOUIKG VO TTANPWOOUV VIX TN O16pOopK

2 Kepdopopee: n ETAIPEIC PITOPET V& EICQYEL TN OIXPOPG KEPOOPOPK



Aladikaoia TorroUetnonc
* BApa 4: EméAete pia oTparnyiki TOmo0ETNONC

1) Evioxuon Tng TPEXOUOHC KATXOTOONG OTO MUGAD TOU KAXTAVOAWTA
H Avis inpe Tn delTepn BEON O0TNV Ayop& TNG EVOIKIONC
XUTOKIVATOU
TormoBeTAONKE W «ElpaoTe deUTEPOI, TTIPOOTIGROOUUE
meploooTepor — «We're number two. We try harder»

2) AvalATnon pia véa B€on oTnv ayopd& OivovTag &l 0TO KOIVO
= H Vidal Sassoon’s Wash & Go ouvdUaoe TO GOUTIOUGYV PE

MOAXKTIKA KPEUO JOANIWV 0€ EVO KXOWC avoyvwploe OTI N OO VIO
XOKNON CNUAIvel OTI O KATAVARAWTES EXOUV QVAYKN YIK YPNYoPN KXl

OUXVN XPNON TWV TTPOIOVTWY TNC A V l s
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Aladikaoia TorroUetnonc
* BApa 4: EméAete pia oTparnyiki TOmo0ETNONC

Amou&Kpuvon f EMAVATOTO0ETNON TOU TIPOIOVTOC

= H Kellogg xpnoipotolel dIo@nUIOTIKG VIO VO
EMAVOTOTTOOETNOEI TO TIPOIOV TNC MAPOUOCIGIOVTOC EVAAIKES TTOU
XPNOIMOTIOIOUV TG TTIPOIOVTX VI OVOK OAEC TIC WPEC TNC MEPGC KA

OXI NOVO VI EVa BapeTO TIOIKO TTIPWIVO




Aladikaoia TorroUetnonc

* EmavaTono0€Tnon Umopel va yivel OTov:

1) ‘Evag avTaywvIoTAC AAvoapEl PJic VEX TTIPOIOVTIKR AUON
TTOU EIVOI KXAUTEPN OO TNV UTTXPXOUOG ETKIPEIK

2) 2ZNUOAVTIKN GAAGYA OTIC TTPOTIUNOEIC TWV KATAVOAWTWV
3) Ep@avi(ovTal VEEC KATNYOPIEC KATAVARAWTWV
m == = H qyop& TwV MOTWV Lucozade emavaTomoBeTNONKe

K] o TOTO UWNANG EVEPYEIRG VIO GBANUATC OTTO TTOTO YIK
NXEE avBpomoug mou BEAOUV V& GvaPPmMCOUV.
4) 'Eva apXIkO A&GOOC AXVOGPIOUOTOG
5) Mia avaykaioe cAAayAQ TNC ETIXEIPNONC OTO JATIC TWV
UPIOTEPEVWY KOI OUVNTIKWV TTEAGTOV

TESCO




Avarntuooovtac ula mpotaon TormoJdetnonc

MpoToon TomoBETnoNC: MepIAnWn TNC ETXIPIKAC
TOTTOOETNONG N TNG TOTTOBETNONC TNC NXPKOC

Mop®A: e (ayop& —

0T()XO KXI O(Vé(YKr]) N Remember everything.
(UXPKK) YOG EIVOI
(PINOCOPIX NEKPKOC -
concept), omou

(XVTOYWVIOTIKO e W

hear, and things you see. phane and mobile device out there. handwritten text inside images,
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Evernote Positioning Statement

“To busy multitaskers who need help
remembering things, Evernote is a digital
content management application that
makes it easy to capture and remember
moments and ideas from your everyday
life using your computer, phone, tablet,
and the Web.”
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